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THE WORLD'S MOST POWERFUL ROCKET

Intferim Cryogenic Propulsion Stage: Orion:
The second stage for the first SLS [aunch . g Carries explorers safely into space & back.
will push Orion beyvond the moon. 3

Stage Adapfters:

One of the vehicle’s stage adapters
provides space for sending several smdall
spdcecrdaft to the moon and beyond.

Core Stage:

Larger thadn any other rocket stage.
the SLS core stage holds fuel for l[aunch.

/5w
Solid Rocketf Boosters:
The [argest boosters 1o ever fly will ; RS-25 Engines:

provide most of the power for ; y et
The mostreliable engines of their kind:

upgraded with new fechnology.

»
y
-

woerde NIF=3.goviskE

Company Confidential; Commercially Sensitive Business Data



Pre-MarKketing Suggestions

Precursors

- Register with D&B, System of Award Management (SAM), primary database

of vendors doing business with the federal government. (update annually or as
company capabilities and key contacts change)

— Have your Capabilities Statement Ready (1-2 pages)
- Have Elevator speech ready
— Have supply of Business Cards

Be Prepared
- Have knowledge about the Corporation/Organization (technical/relationships)

— Know how you fit into the business (Are we using your commodity/service in our
products)

— Try to know the Prime customers and programs they support
— ldentify technology, if applicable, that may be a factor for further discussion
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MarnKeting intnoduetion
-

1st Meeting T Introduction
Goal: Market your capabilities

DO
- Be Focused, Positive (One time to make a first impression)
— Discuss where your capabilities fit into their business
— Discuss Customers, locations, SB Classification, # of employees
— ldentify Opportunities/discuss particular opportunity
— Share who you know (customer relationships)
— Quality Standards/Certifications
— Ask Questions (next step)/Understand communication preference
— Ask preference of soft copy and/or hard copy of Capabilities

— Be prepared to tell your story

— Suggest the Prime visit your Website for Capabilities
- Use the SB Classification as a capability/strength
— Promise something and not deliver

OV-6
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Pre-MeetingwithiPrimérDecisionsMakers N

DO

— Follow-up with Point of Contact (POC) for next step (meeting/telecom)

- Meet with your company leads to ensure you are prepared for a higher level
meeting

— Notify everyone involved weeks prior to determine if a NDA (non-disclosure
agreement) is needed

— Assemble the right team to engage in a more in-depth discussion
— Provide electronic data when asked and in the proper format

— Understand from POC who will be in the meeting

— Follow-up with POC if you do not get a response

— Finalize Meeting Date/Time/Location

— Trust the SBLO/Be Prepared

- Send the POC a meeting invite if not pre-coordinated
— Exclude the original POC if begin working with different POC
- Send a blast thank you note
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MeetingwithiPrimérbecisionsMakers

Goal: Align Core Competencies for Growth /Teaming

DO
— Provide short re-cap of your business and who referred you
- Be prepared to discuss
Pertinent past performance
Unique capabilities (top differentiators)
Specific programs or areas of interest
— Develop Strategic Alliance
Understand the communication preference

— Be time sensitive (Prime’s are busy and so are You). Do Not try to prolong
discussions

— Be a good listener
- Understand Company Organization in area pursuing work

— Talk general if you are interested in specifics
— Be afraid to ask questions
- Promise something and not deliver
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Ressomoimgda Sogcifit ReaiSptece Prbpocals Reg'a)e s t f’!\‘

} Research the solicitation prior to its release

B Watch for the draft or work from agency forecasts
} Letter of interest to SBLO prior to the solicitation release
} Know how you can add value to the team

B Don’t rely on the SB Classifications
B Focus on value added and be flexible to change

B Relate your past performance or strengths for SOW

} Know who the decision makers are

} Validate your data

} Beready to respond quickly & thoroughly to the proposal data
request
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Subcontracting Attributes

Goal: Obtain a Purchase Order (Contract)

— Work honestly and ethically

— Ability to work as a Team

— Customer Focused

— Provide reasonable cost

- Maintains good safety record

— Has relevant experience/past performance

— Reliable/Responsive/Flexible

— Committed to Quality

— Financially responsible

— Patient with the Prime & Customer

— Unique Capability (top 3 differentiators)

— Specific programs or areas of interest

— Commitment to invest resources (B&P monies)
— Understands the issues and can develop a path ahead for future business
- Fosters relationship
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Resource\Websites
e
} MSFC Small Business Directory

B http://doingbusiness.msfc.nasa.gov/
}  Email Notification of NASA Solicitations

B http://prod.nais.nasa.gov/cqi-bin/nais/forecast.cqi
} Fed Biz Opps

B https://www.fedbizopps.gov/
}  NASA Office of Small Business Program

B http://osbp.nasa.gov/
} Subcontracting Opportunities (SUB-NET)

B http://web.sba.gov/subnet
} Central Contractor Registry

B https://www.ccr.qov/
} Procurement Technical Assistance Centers

B https://wwwdia.mil/db/procurem.htm
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Sucecess;fonaPrme)Eantractor "
S

- Finding the most qualified supplier to meet the Technical requirements,
within Cost and on Schedule - Satisfied customer!

- Creating a relationship with the Small Business to build teammates to
strategize and capture future procurements together

- Prime meet/exceed Small Business goals required on the Contract
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Final Thoughts "“

- Understand the industry you are involved with

- Develop your plan early on with uniqueness

- Always remember to be innovative. Be able to back it up.
- Don’t bad mouth your competitors

- Be ready to reply on short notice

- Work through the small business liaison officer or other designated
point of contact

- Be kind, patient and persistence

- Foster relationship

- Market Your Business - Increase your company’s visibility
- Network, Network, Network
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CalendariohEvents

-

DATE EVENT
May 14 Decatur/Morgan County Entrepreneur Center
Industry Day
Jun 4 Mountain Lake Chamber of Commerce Prime

Panel Outreach

Aug. XX Memphis Small Business Regional Forum

Sept. 23 7th Annual Historically Black Colleges and
Universities (HBCU) & Minority Serving
Institutions (MSI) Partnerships Meeting

Sept. 24 Marshall Small Business Alliance Meeting

Sept. 24 MSFC Industry and Advocates Award
Ceremony
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LOCATION
Virtual

Virtual

TBD
TBD

TBD
TBD

CITY/STATE
Decatur, AL/Huntsville, AL

Scottsboro, AL/Huntsville,
AL

Memphis, TN

Huntsville, AL

Huntsville, AL
Huntsville, AL
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TBE SBLO Contact

Debbie Batson
Work: 256-726-1393
Cell: 256-698-9053

E-mail: Debbie.Batson@teledyne.com
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Questions?
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